
NuGrowth can help. 
Our integrated sales and marketing as a service teams work together 
for targeted, effective outreach that generates leads, builds pipelines 
and increases sales for our clients.
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You need to market and sell at a targeted account level using a 
standardized process to manage the multiple touch points it takes to 

make contact and set net new meetings.

MarketingProfs  found that 
organizations with tightly aligned sales 
and marketing functions see

Many organizations lack the systems, 
processes, and sales and marketing 
alignment needed to effectively 
execute on a targeted account level.   
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In today’s B2B sales 
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IMPRESSIONS

Neither “spray and pray,” nor targeting
individual prospects is enough. 
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To target effectively, marketing and sales must  
WORK TOGETHER to

There’s still work to be done

Harvard Business Review reports that in a CEB Survey, individual 
customer stakeholders who perceived supplier content to be 
tailored to their specific needs were 40% more willing to buy 
from that supplier than stakeholders who didn’t.
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